Abstract: Understanding how and why entrepreneurs decide to pursue one venture as opposed to another has managed to elude entrepreneurship researchers. Of late there has been a renewed interest in the role and importance of intuition to the entrepreneur.
Introduction
A person who knows God will see 1vithout eyes, hear without ears, perceive things which his senses cannot perceive and comprehend without reasoning. (Hesche/ 1955, p.148) Do successfu1 Entrepreneurs respond to and assimilate infonnation differently, and does this contribute to how they make decisions? Shane and Venkataraman (2000) proffer that two factors influence the probability that particular people and not others are able to discover and exploit opportunities: the possession of the information necessary to identify an opp01tunity and the cognitive style necessary to exploit it (Shane and Venkataraman 2000) .
We propose that a third option must be considered, that of nonlocal intuition. We propose that Non local Intuition is " ... the daily effort that comes from no deliberate intention or program but straight from the heart" (Quoted in Keller, 1983) . A recent study has found that the heart appears to receive intuitive information before the brain and that intuition is not confined to cognitive based perception but involves the entire electrophysiological system, manifesting through a wide range of emotional feelings and physiological changes The reason this approach was taken in understanding entrepreneurial behavior is because particular styles of knowing are more appropriate than others for the conduct of entrepreneurial activities (Allinson and Hayes 1996) .
Consider why some entrepreneurs just seem to be at the right place at the right time whilst others just never seem to get it 1ight.
Unlike scientists, entrepreneurs do not enjoy the luxury of making decisions on the basis of orderly time consuming rational analysis (Simon 1987) .
In rational decision making, goals and altematives are made explicit, the consequences of pursuing different altern -atives are calculated and these consequences are evaluated in terms of how close they are to the goals (Bamard 1938) . In today's business world for the entrepreneur to succeed the response to the need for a decision is usually rapid, too rapid to allow for an orderly sequential analysis of the situation. The amount of information available also provides a significant hindrance to a thorough analysis that in itself is very time consuming.
Whilst there has been a significant focus of attention on entrepreneurial behavior, understanding how entrepreneurs make decisions has been less researched and therefore understood. Most scholars agree that what differentiates an entrepreneur from the rest is their behavior. Nevertheless, attempting to differentiate the behavior of an entrepreneur from others has thusfar proved difficult (Keh, Foo et a!. 2002; Mitchell, Busenitz et al. 2002) .
Even though their has been a failure to uncover some homogenous traits, practitioners, scholars, venture capitalists and financiers consider the entrepreneur to be critical to the success of the firm (Mitchell, Busenitz et al. 2002) . Whilst there has been little substance to the entrepreneurial personality, it seems counterintuitive to ignore individual differences (Krueger 2003) . For this reason an altemative approach of how entrepreneurs make decisions was chosen so as to determine whether this avenue of investigation can provide some clarity in differentiating the behavior of serial entrepreneurs.
Although this paper argues that understanding intuitive processes maybe critical in understanding entrepreneurial behavior, there is scant research on the topic. Apart from many popularized treatments of intuition in the 1iterature, there are only a handful of serious scholarly works on the subject consequently field research ... is virtually non existent (Khatri and Alvin 2004) . Allinson et al (2000) argue that the nature of entrepreneurship and the style of the successful entrepreneur will, by necessity be more intuitive. They argue that entrepreneurs tend to bypass 1igorous analysis because they are decisive and appreciate the time value of money and the competitive nature of most markets and industries.
Intuition -what is it?
Over the years there has been much work on understanding intuition; it has contributed very little to our understanding of how it is affected in business. The aim of this research is to firstly understand intuition and to detern1ine if there is an association between successful entrepreneurial behavior and the propensity to use intuition in
So what is intuition and why is it important? One argument is that intuition is the ability of an individual to access their subconscious mind. Whilst the subconscious mind is able to synthesize up to 50 million bits of infonnation per second the conscious mind is only able to process about 50 bits of information over the same time (Nonetranders 1999).
Bargh in (Myers 2002) p.29 argues that intuitive behavior reflects the personal history that has been stored in the subconscious. Some (Bamard 1938; Simon 1987; Myers 2002) argue that intuition is just pattem recognition whilst others suggest that intuition is forgotten information stored in the subconscious mind (Agor, 1984; Eisenhardt & Zbaricki, 1992; Hogmi, 2001; Laughlin 1997; Torff & Sternberg 2001 in McCraty et al) .
Bamard (1938) does not regard the non-logical processes of decision making as magical in any sense, he argues that they are grounded in knowledge and experience:
The sources of these non-logical processes lie in physiological conditions or factors, or in the physical and social environment, mostly impressed upon us unconsciously or without conscious ef fort on our part. 
Non-local Intuition
The concept of non-locality was established in the field of quantum physics to provide a relatively intelligible and intuitively graspable account of how the quantum process may be desciibed. Bohm (2000) uses the term "active infonnation" to emphasize that although an electron moves under its own energy, the information in the form of its quantum wave or field directs the energy of the electron. This is similar to Bohr's approach in its emphasis on undivided wholeness; but different from it, for this wholeness now becomes analysable in thought.
Bohm (2000) states:
"When several particles are treated in the causal interpretation then, in addition to the conventional classical potential that acts between them, there is a quantum potential which now depends upon a11 the particles. Most important, this potential does not fall off with the distance between particles, so that even distant particles can be strongly connected. This feature, in which very distant events can have a strong influence, is what is meant by a non�local interaction and is strongly at variance with the whole spirit of classical mechanics."
Bell (1964) established a theorem that provides strong evidence for a non-local form of interaction. This result follows in a natural way, within the above Bohm statement as a result of the non-local quantum potential that directly connects distant particles. This is the essence of interconnectedness in the universe, and the transfer of information across space.
Intuition as currently defined is based upon very linear understandings of cognition in processing information already existent in the data banks of the brain. However, using the example of physics, and the fact that humans are also composed of energy fields and potentials, it follows that these fields can interact with others in the universe. In other words, the human is interconnected to the environment. Non-local intuition can then be examined as that active infmmation available from the surrounding quantum field (that is 'outside' the body) and its interaction with the energy particles 'of the human body. Radin (1997 Radin ( & 2003 Spottiswoode & May (2003) It is a process by which infom1ation nonnally outside of the conscious processes is sensed and perceived in the body and mind as certainty of knowledge or feeling about an occunence that is yet to happen. We believe that such intuition (Nonlocal) involves the body's connection to a field of energy beyond normal consciousness (Ibid, Loye 1983) . This has been referred to as interconnectedness or collective consciousness.
This type of sensing is not unique to humans. Throughout recorded history accurate premonitions of impending natural disasters by birds and animals have been recorded. A comprehensive study of animal's premonition concluded that pets can sense the retum of their owners long before they can see or hear them (Sheldrake in McCraty  2004 ).
There are many instances where we as humans have sensed that some action we are about to take, despite the supporting evidence, was not the most appropriate course of action. Alternatively some course of action despite all the evidence to the contrary seemed "the right thing to do". As one of the respondents commented on his experience, "looking back it was almost reckless to believe that a small firm such as ours could compete against h1tel and win. But there was no doubt in my mind that we were going to do it".
Other studies have challenged the perception that intuition is merely accessing forgotten infmmation stored in the unconscious. Studies conducted by Bierman (2003) McCraty et a! (2004) found that the heart and the brain both appear to receive infmmation about a future emotional stimulus prior to actually experiencing that stimulus. Therefore, intuitive perception is not a discrete function produced by the brain, it may be a system-wide process involving at least the heart and the brain. Which might explain a very common statement by serial entrepreneurs interviewed that a particular course of action seemed "the right thing to do", However, we do not argue that decision making skHis are an either or approach being analytical or intuitive. Adopting a dichotomous approach to decision making is an oversimplification of the decision making strategies that entrepreneurs adopt. It is unlikely to find entrepreneurs who rely exclusively on Nonlocal intuition, pattem recognition or analysis. Evidence suggests that individuals do not always process infommtion consistently across all situations (Hayes and Allinson 1994) . Allison, Chell & Hayes. (2000) in their findings suggested that there are particular situations where intuitive decision making was more likely to occur. This occurred in situations where the infmmation was limited; there were time constraints, or a great deal of complexity (La Pira and Gillin 2004) . This research proposes that entrepreneurs use both cognitive and non-local intuitive decision making as an adjunct to their analytical decision-making.
Where does this decision making process emanate from? What is it that gives an entrepreneur the insight that guides this decision making?
SQ the basis ofNonlocal Intuition
Our intellectual or rational intelligence is what we use to solve logical problems. In the early part of the 20th century psychologists devised the intelligence test known as the IQ test. The theory goes that the higher a person's IQ the greater their propensity to solve complex logic problems. IQ is useful for solving problems that are deterministic and linear, if A occurs B will happen every time. This type of thinking does not tolerate ambiguity or nuances (Zohar and Marshall 2000) . Goleman (1999) argued that the mles for work were changing and a new "yardstick" was required. It was not enough to be smart enough, the new measure focuses on personal qualities such as, initiative, empathy, persuasiveness and adaptability-and is referred to as Emotional Intelligence (EQ) (Goleman 1999) . Zohar and Marshall (2000) describe this as associative thinking. At its simplest form it is the link between our emotions and bodily feelings. For instance if we are tired our body responds by seeking relaxation. EQ also enables us to recognise patterns and learn skills.
However, the vastness and tichness of the human soul and imagination cannot be explained by IQ or EQ or a combination of both (Zohar and Marshall 2000) . Spiritual intelligence enables us to ask why, to reflect over the righteousness of our decisions, and to envision our possibilities, our dreams, aspirations and to raise ourselves out of the materialistic existence in which we wallow. So in the 21st century our focus has shifted once again towards a search for meaning through spirituality.
Religion and spirituality -nmmally subjects that are unmentionable, are suddenly on the agenda as employees search for more meaning as business leaders seek more socially responsible approaches to business and new ways to motivate and inspire workers (Garcia and Claude 2003) . The corporate greed of the 1980s, September II, 2001 and the subsequent military responses, have all contributed to a re-examination of the nature and meaning of work and life by many and to the emergence of both a more personal and widespread understanding of our spirituality.
In a recent study of Spirituality in the workplace that was published in the Sloan Management Review by (Mitroff and Denton 1999 ) they defi ned Spirituality as "the basic feeling of being connected with one's complete self, others, and the entire universe". If a single word best captures the meaning of spitituality and the vital role that it plays in people's lives, that word is interconnectedness. As one interviewee replied, "I think that the spiritual side of what we do [running our business] is the wholeness, inspiration and willingness to share and contribute."
According to (Turner 1999 ) spirituality comes from within, beyond the survival instincts of the mind: "It means engaging the world from a foundation of meaning and values. It pertains to our hopes and dreams, our patterns of thought, our emotions, feelings and behaviors. As with love, spirituality is multidimensional, and some of its meaning is inevitably lost when attempts are made to capture it in a few words11• Spiritual Intelligence (SQ) is the intelligence that rests in the deep part of the self that is connected to wisdom from beyond the ego, or conscious mind, it is the intelligence with which we creatively discover new values. SQ lights our way through what mystics call the "eye of the heart" (Zohar and Marshall 2000) . For Jews and Christians the "eye of the heart" is a metaphor for intuition. It is that inner voice that guides us in our everyday life. It is essentially about "doing what feels right" and that emanates from our interconnectedness and we argue is the basis of Nonlocal h1tuition.
A person high in spiritual intelligence has an unde1�tanding of who they are and what things mean to them and how they fit in the world around them. He/she is inspirational, and is more likely to be a servant leader who has a higher vision and values (Ibid).
So what qualities are essential to someone who is high in Spiritual Intelligence? Zohar and Marshall (2000) argue that a person who is high in spiritual intelligence is one who is: flexible and adaptive, they have a high degree of self-awareness and understand their skills and limitations. They have a capacity to fuce and use suffering and pain whilst avoid causing unnecessary pain to others. They are inspired by a higher purpose and therefore have approp1iate visions and values and therefore take a holistic view in everything they do. Seeking fundamental answers is an occupation for them and in their search they know that they cannot find these solutions doing what everybody around them is doing, therefore they are unconventional in their ways and are most likely to push the boundaries.
In order to understand how we used this information in this research paper the following section outlines our research methodology followed by our findings.
Methodology
Twenty-one serial entrepreneurs were selected from two regional centres to assess the propensity for nonlocal intuition, the unit of analysis being non local intuition. These were Ballarat in Victoria Australia and Cambridge in the United Kingdom. Both regions are prosperous regional centres for very different reasons.
Ballarat was chosen for practical reasons as it happens to be one of the most prosperous regional centers in Serial entrepreneurs were chosen for this research because it is hypothesized that they are most likely to demonstrate the characteristics sought. Uncovering opportunities for a new venture is a pre-occupation for them. Shapero (1975) argues that we all have "antennae" and that seiial entrepreneurs have theirs tuned to certain frequencies-opportunity recognition frequencies.
In this research serial entrepreneurs are classified as those entrepreneurs that have/had two or more successful businesses. For the purpose of maintaining some consistency in the selection of respondents for this research only owners of finns with less than 199 employees were chosen. We used the criteria set down by the Australian Bureau of Statistics (A.B.S. 1998) definition of a Small to Medium Enterpiise, (SME). Figure I illustrates the empirical approach used to asses the propensity of non-local intuition in the decision making characteristics of 21 serial entrepreneurs. Using the concept of "Triangulation" three assessments were made. These included: Cognitive Style Index, In-depth Interviews, and Experimental Evidence. Allinson and Hayes, (2000) proposed that one could discern whether a person was more inclined to rational or intuitive behaviour based on their cognitive style and this was done through the Cognitive Style Index (CSIY.
The Cognitive Style Index (CSJ) is a self-report questionnaire, which consists of 38 questions whose aim is to asce1tain whether a respondent's cognitive style is either analytical or intuitiye. The insh11ment is designed so that a person who is analytical is most likely to achieve a high score -maximum of76. A low score would indicate that the respondent is more intuitive -the lower the score the more intuitive the respondent.
More than 1000 adults participated in the development of the CSI. The piincipal objective was to develop a new measure which is psychometrically sound and convenient to administer. The CST was developed because of the paucity of available instruments for large scale studies and because of the lack of independent evaluation of the few easy to use self-repmi measures of cognitive style (Allinson and Hayes 1996) . 
Qualitative analysis oflnterviews
As well as completing the CST instrument each respondent was interviewed using a semi-structured in-depth interviewing process.
Using an agreed interview protocol each interviewee identifi ed and recollected their experience in identifying opportunities and building new firms whilst dealing with difficult business decisions.
Spititual and religious beliefs as well as philanthropic activities were also important aspects of the interview protocol. The interviews were subsequently transcribed and the content was analyzed using a qualitative software program known as NVivo"1• The content analysis protocol advocated by (Krippendorff 1980 ) was used.
The qualitative case study approach was employed because it enabled the researchers to investigate the phenomenon within its contextual environment. This approach assisted the researchers to adopt an exploratory approach that was refined with each interview. The interviews were conducted in a semi-structured matmer allowing some freedom of expression.
Neither polar cases nor random selection of respondents was employed because Eisenhardt (1989) argues that neither polar cases nor random selection is necessary or preferable because, cases should be selected so they can replicate or extend the emergent theory. Nevertheless, a significant number of respondents have completed the CSI and their scores are discussed in the results section. 
Electrophysiological Experiments
A number of Researchers have explored physiologic predictors of future events by investigating whether the human autonomic nervous systems can unconsciously respond to randomly selected future emotional stimuli. Using rigorous experimental protocols it was found that the body responds to a future emotionally arousing stimulus 4 -7 seconds prior to experiencing the stimulus (Bierman, 2000; Radin, 1997b; 2003 Spottiswoode and May 2003) Patiicipants viewed a computer monitor and were instructed to press a button when ready to begin each trial.
Following the button press, the monitor remained blank for 6 seconds, after which the computer presented a randomly selected image from one of the two picture sets (calm or emotional) and displayed it for 3 seconds as in figure 2. A blank screen followed for I 0 seconds. After a cool down period a message appeared to repress the button Results and Analysis:
Interviews and CSI relationships
In this section we will discuss the findings conside1ing both the outcome of the CSI and the content analysis of the transcribed interviews. But firstly it is impoliant to discuss the similarity between the CSI and the SQ analysis.
A person high in Spiritual intelligence is adaptable because they are willing to listen to their gut feel. They go wherever their heart takes them. The same is the case for a person high in intuition. Making decisions based on emotions is an important characteristic of a person high in intuition and sphitual intelligence. Individuals high in spiritual intelHgence see the big picture they usually have a vision, a desire to make a difference, and it's not about money. For many this seems as though they are working against convention when in fact they are seeking se1f
actualisation. An example of one such entrepreneur who said, "my aim was to make a difference and I've managed to have done this by working 3 days a week in my businesses and 2 days a week giving back to my community".
Whilst another said, I have all the money I need, and now that I've sold off all my companies for $36m I'm going to
give it all away".
From our interpretation and research findings we propose that nonlocal intuition has the following characteristics that are analogous to spiritual intelligence (see table 1). Whilst the experiences, backgrounds and enterprises of the entrepreneurs vmied \videly, the desire to make a difference was clear and unambiguous. Firstly, we will consider the CSI results.
As can be seen from figure 3 the majority of respondents scored less than 32, the median CSI score being 28 (dashed line) with a standard deviation of7.3. The entrepreneurs scored significantly lower when compared with the 1200 Managers that were tested in previous studies (Allinson et al 2000) . Their mean score was 41 with a standard deviation of 11. A number of interviewees argued that there had been occasions when they had made a decision that seemed the logical answer, but did not tum out light. The most successful of the entrepreneurs said "I wouldn't be here today if I'd analyzed everything I've gotten into, gut instinct tells me the right thing to do and everything else is justification". In the content analysis futuition, risktaking and rational decisionmaking scored highly. Table 2 provides an outline of the characteristics and the number of passages.
Content analysis results for intuition Table 2 Tree Node Intuition
Child Nodes Number of passages
Enjoys Change 9
Rapid Decision-making 7
Emotive Decision 6
Detail Orientated 6
Rule Follower 1
Analytical ,6
Safer than Sorry 14
Rational 22 Intuitive 36 Risktaker 25 The high score for rational decision making and a safer than sony attitude can best be summed up the one entrepreneur who said, "I think part of being an entrepreneur is to take risks but always mitigating the downside.
Mitigating the downside was significantly important as rational decision-making appeared as an impmiant element in the content analysis.
This was demonstrated in one entrepreneurs view of her business success, she said, "I'm a procedure's freak,
that's what's made a significant contribution to the success of this business". Another contributed "you need to be dispassionate to take a business forward. There is no doubt that you have to choose the best route and go for it". But it's not only about choosing the path to take because "some smis of businesses might succeed and [some] smis of bu.sinesses will not succeed,.
Responses to why they chose to pursue a particular new venture were "It just felt 1ight", and "I knew that it would work", or "It never occurred to me that I might fail," it also indicates that entrepreneurs are risk takers which was an important element of intuition.
Taking risk is part and parcel of entrepreneurial behavior because "you would never embark upon some
[ventures] unless you had unrealistic expectations that you could resolve the problems', said an entrepreneur who built a new plant through bringing together new unproven technologies from around the world. It was very common for serial entrepreneurs to pursue opportunities in industries they knew nothing about as one said, "Success in business partly comes down to taking risks". That is not to suggest that you have to continue at all costs. It is obvious that you must know when to exit because "when ... it's wrong you reverse out of it quick smart," added the same respondent. 
Making a difference 47
Vision 18 Faith 13 Passion 16 Commitment 27 Reluctance to cause hmm 13
See things in a holistic way 17
Works against convention 16
Honesty & integrity 25
Money's not a motivator 11
Self-actualization 4
Seeks fundamental answers 13
As can be seen in table 3 the most significant finding in the content analysis of spiritual intelligence is the "desire If an individual's heali reacts pre-stimulus to extemal influences then we cam1ot ignore statements from the serial entrepreneur interviews that state they can sense when a decision is appropriate. As one entrepreneur said, "we felt a certain degree of responsibility of doing the right thing, and "I stalted to feel uncomfortable with what I was doing and it was almost like there was an element of conscience."
We propose that nonlocal intuition facilitates sensing outside of conscious awareness, therefore the pyschophysiologic tests clearly demonstrate that some people are capable of tuning into a viltually instantaneous communication of information between particles separated by space in which pmticles have "knowledge" of events before they actually happen .
This provides a powerful support for interconnectedness and explains that making decisions on what 'feels right' or is the "right thing to do" may indeed originate from the healt. This suggests that it cannot be localized to the brain alone and that the acquisition of infonnation petiaining to a future event may be a system-wide process involving the brain, heart and maybe the whole body (Ibid).
This suppmis the argument that some entrepreneurs put forward that even though they had sufficient evidence to support a particular decision, it did not feel right. Subsequently they discovered that their feelings were conect.
CSI and Electrophysiological experiments
Whilst the CSI provided an indication of the entrepreneur's cognitive decision making style, the electrophysiological experiments clearly demonstrated that an individual can sense a situation before it occurs.
The CSI results demonstrate that serial entrepreneurs are more likely to make decisions based on intuition. And as such they make decisions based on gut feelings. In order to feel confident to make decisions ad hoc, one must have a high level of faith in the outcome. The electrophysiological experiment indicates that the heart does react pre stimulus to a situation. If one consistently makes the 1ight choices when they listen to their hea1t then it is highly likely that they will develop a high degree of faith in their decision making. They therefore are more likely to make more decisions with reference to what feels right. Doing so means that serial entrepreneurs maybe making decisions to some influence outside of themselves. As one entrepreneur explained, "sometimes you just have to sit quietly and listen" My gut feeling is just as good a basis for decision making as careful 11 analysis As can be seen from the results of the CSI (Table 4) this group of serial entrepreneurs are on the look out for new experiences and enjoy unpredictability. Therefore they are continuously searching for new opportunities. They are listening.
What do the findings thusfar te11 us about serial entrepreneurs decision making, are they more closely aligned with pattern recognition or nonlocal intuition. We are confident that there is an element of both in their decision making. It is obviously still to early to tell, if however we consider the importance of doing "what is right" and the pre-eminence of the desire make a difference, honesty, integ�ity and intuition it is highly probable that serial entrepreneurs are making decisions from "the heart" using nonlocal intuition.
Discussion:
The CSI has validated the prevalence of intuitive decision-making amongst serial entrepreneurs interviewed.
Whether it is pattern recognition or nonlocal intuition is a moot point. However, if we take into consideration the characteristics prevalent to a person high in SQ a different result is forthcoming.
A person who is high in spiritual intelligence is a person who has a high level of honesty and integrity, not just towards others but also to his or herself. This is about being true to oneself. A person who is true to themselves does what comes from the heart. What comes from the heart is what is important. It is looking at the bigger picture, seeking fundamental answers. Fundamental answers cannot be resolved in self-aggrandizement. The impmiance lies in looking at the world around us and the impact we have on it.
Making a difference was the most significant characteristic of the setial entrepreneurs interviewed here and in the UK. The majority of entrepreneurs interviewed saw this aspect of their role as critical. This was evidenced by the number of entrepreneurs that were Philanthropists.
The second most impmiant characteristic found in the interview and confirmed by the CSI was the importance of intuition to the serial entrepreneurs decision making. As one respondent said, "gut feel is what gives you the direction, every thing else is justification."
We believe that we can no longer ignore that the communication of information is the result of the inherently interconnected nature of the quantum world (Ibid).
There is a high level of consistency in the results between the serial entrepreneurs in Australia and those in the UK despite the significant different backgrounds. The majority of the Australian entrepreneurs did not attend a University and were predominantly in service related businesses. Most all of the Cambtidge entrepreneurs had attended a University, one or two had completed PhD's and were predominantly in technology based businesses.
We believe that this research has provided some interesting considerations for businesses, however further analysis of the transcripts needs to take place. The content analysis requires further development of meaning values of the characteristics of nonlocal intuition and the interviews need to be re-analysed. The non local intuition construct requires some further refinement whiJst further consideration needs to be given to the idea of introducing a control group. We believe that in our next iteration of this research there will emerge a theory to further develop the characteristics of the non local intuition construct.
Conclusion
Our research suggests serial entrepreneurs have unique characteristics. But they realise that their uniqueness does not entitle them to follow a self-serving path. What was most pleasing was their desire to serve. Those that did not have the financial means donated their time whilst those that could, contributed financial resources.
The second most important aspect was the prominence of intuitive decision-making. As one entrepreneur highlighted, "gut instinct tells yon the right thi�g to do, and everything else is justification." Doing the 1ight thing requires honesty and integrity and it "is crucial on almost everything you do if you want to be there for the long haul". Together with honesty and integiity, commitment and adaptability they all seem to be impmiant charactetistics of setial entrepreneurs. All these attributes are essential to someone who is high in spiritual intelligence and therefore may sense rather than rationalise what is important. and others have provided experimental evidence that we can and do sense events outside our conscious awareness.
The pyschophysiologic tests clearly demonstrate that some people are capable of tuning into a virtually instantaneous communication of inforn1ation between particles separated by space in which paliicles have "knowledge" of events before they actually happen .
This provides a powerful support for intercmmectedness and explains that making decisions on what 'feels right' or is the "right thing to do" may indeed originate from the heart. Therefore, the acquirement of information pertaining to a future event cannot be localized to the brain alone.
Whilst this research is still in its infancy it appears promising that entrepreneurs see their role so important that they take it on with the aim of making a difference not jnst for self-gratification or self-aggrandizement.
On a recent discussion about the findings of this work with a very successful entrepreneur, not patt of this research, commented.
"Business men and women have a responsibility to do the "right thing", we cannot rely on governments and legislation for that to happen and we certainly cmmot rely on the established religions. Governments have a high degree of self-serving interests whilst the established religions are struggling to keep or attract new members. The way of the future is for business men and women to set the standards and only then can we start to make a real difference in the world."
